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We  are  Prepared  for  an  “ All-Out ”  1941  Preparedness  Program,  ivith  the 
finest  equipment  in  the  history  of  the  Company — to  help  industry  speed 
the  Writing,  Figuring,  Computing  and  Accounting  of  thousands  of  busy 
plants  and  offices  .  .  .  and  we  have  the  Right  method  for  saving  time 
and  effort  and  lowering  writing,  record-writing  and  accounting  costs.  We 
are  prepared  to  “ Speed  the  Nation’s  Business.'  .  .  .  B/oiv,  Bugler,  Bloiu! 
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Defense 

The  first  law  of  nature  is  self 
preservation  .  .  .  and  whether 
one  is  of  a  lowly  or  exalted 
position,  rich  or  poor,  well  or  infirm, 
Democrat  or  Republican,  the  law  ap¬ 
plies. 

In  an  effort  to  preserve  the  glorious 
traditions  and  freedom  upon  which  our 
American  philosophy  is  founded,  in 
order  to  meet  and  halt  a  danger  spread¬ 
ing  throughout  the  world,  our  repre¬ 
sentatives,  in  Congress  assembled,  dis¬ 
cussed — as  only  the  representatives  of 
the  world’s  preeminent  democracy 
could  discuss — the  ways  of  preserving 
our  nation  against  the  onslaughts  of 
war-maddened  aggressors. 

After  weeks  of  deliberation  and 
much  discussion,  after  the  bitterest  de¬ 
bate,  in  which  every  representative  had 
a  free  and  open  opportunity  to  voice 
the  will  of  his  constituents  on  the  now 
famous  HR  1776,  the  bill  carried. 

With  a  dozen  trusting  nations  pros¬ 
trate  before  the  ruthless  advances  of 
aggressors,  who  respect  only  the  fear¬ 
less  and  strong,  HR  1776  was  truly  a 
defense  bill — a  measure  of  self  preser¬ 
vation. 

As  the  aftermath  of  one  of  the  na¬ 
tion’s  most  acrimonious  debates,  in  the 
tense  disappointment  that  swelled  the 
hearts  of  those  patriotic  representatives 
who  threw  the  weight  of  their  ingenuity 
and  influence  against  the  measure,  it  is 
comforting,  if  not  thrilling,  to  know 
they  were  as  glorious  in  defeat  as  they 
might  have  been  in  victory. 

It  was  a  typical  example  of  democ¬ 
racy  at  work,  a  reflection  of  good  sports¬ 
manship,  when  the  leaders  of  the  op¬ 
position,  defeated  after  a  stirring  de¬ 
bate  on  which  the  eyes,  ears  and  hearts 
of  the  world  were  centered,  publicly 
proclaimed  their  faith  in  the  will  of  the 
majority  and  pledged  their  support  and 
allegiance  to  the  cause  of  democracy — 
and  defense — a  Nation  United!  There 


was  no  sneaking  away  to  a  beer  cellar 
to  organize  a  putsch  or  firing  squad. 

We  can  all  take  a  lot  of  comfort  and 
satisfaction  out  of  the  thought  that  we, 
in  our  modest  way,  are  free  to  follow 
the  example  and  spirit  of  our  repre¬ 
sentatives.  However  divergent  our 
views,  we  can  all  pull  together  for  the 
common  cause — victory  in  every  de¬ 
serving  undertaking. 

The  best  “defense”  for  the  individ¬ 
ual,  as  for  the  nation,  is  to  be  prepared 
to  do  that  kind  of  a  job  that  will  bring 
credit  and  glory  to  himself  and  the 
organization  based  on  constructive 
thought  and  intelligent  action — per¬ 
sonal  and  individual  performance  and 
service. 

The  world  is  surging  through  an 
era  when  faith  and  courage  must  be 
the  keynote  of  every  adventure,  per¬ 
sonal  or  national.  Let  us  have  faith  in 
ourselves,  our  organization  and  our 
nation  ;  and  the  courage  to  realize  there 
is  a  wealth  of  opportunities  on  the  road 
immediately  ahead  for  the  man,  or¬ 
ganization  or  nation  with  the  vision 
to  embrace  them. 

"It  Costs  Nothing" 

IN  a  recent  issue  of  UEF  News  ap¬ 
peared  an  article  dealing  with 
courtesy,  entitled  “It  Costs  Noth¬ 
ing.”  The  subtle  appeal  of  something 
for  nothing,  or  perhaps  the  simple 
reversion  to  one  of  the  most  beautiful 
precepts  of  human  behavior,  created 
quite  a  stir. 


If  you  have  not  read  “It  Costs  Noth¬ 
ing,”  turn  back  to  the  first  issue  of  the 
News  for  1941  and  treat  yourself  to  an 
inspirational  fillip  that  may  be  good 
for  you.  It  might  be  a  good  plan  to 
pass  the  article  along,  as  others  have 
done,  to  your  wife,  or  some  business 
associate,  or  to  some  unhappy  soul  who 
is  always  grumbling.  You  may  have 
the  satisfaction  of  bringing  about  a 
conversion — and  remember,  It  Costs 
Nothing. 

Breath  of  Spring 

With  the  first  whiffs  of  fresh¬ 
ened  and  invigorating  Spring 
come  new  life,  new  hope — 
and  the  perennial  unfolding  of  the 
“young  man’s  fancy.” 

Already  tender  shoots  are  breaking 
through  the  sombre  crust  of  the  good 
earth.  Along  the  avenue  there  is  a  hus¬ 
tle  and  bustle  as  merchants  redress 
their  windows  in  the  fetching  and  col¬ 
orful  raiment  of  the  Spring  parade. 

In  the  parks,  the  subways,  the  trains, 
the  busses,  spreads  the  zestful  tempo 
of  renewed  life.  The  chill  of  winter  is 
gone  and  the  warmth  and  joy  of  spring 
opens  new  vistas.  Life  seems  more  beau¬ 
tiful — more  abundant — more  satisfy¬ 
ing. 

Deep  down  in  the  hearts  of  every 
one  of  us  is  a  prayer  of  thanksgiving 
as  we  behold  the  miraculous  transform¬ 
ation  from  winter  drear  to  springtime 
cheer.  Trees,  stark  and  naked  yester¬ 
day,  are  enriching  the  scene  with  radi- 


I  pledge  allegiance  to  the  Flag 
of  the  United  States  of  America 
and  to  the  Republic  for  which  it 
stands, one  nation  indivisible, 
with  liberty  and  justice  for  all 
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ant  foliage.  Birds,  long  absent,  return 
in  ever  increasing  numbers,  to  the  shel¬ 
ters  where  they  will  mate  and  bring 
forth  their  young,  to  swell  the  strains 
of  their  care-free  symphony. 

The  first  flowers  of  Spring  unfoil 
beauty  and  inspiration  which  seems  to 
tell  us  all  is  right  with  the  world — all, 
except  selfish,  grasping,  unthinking 
man. 

Who  can  resist  the  temptation  of 
Spring!  Who  can,  or  will,  forego  the 
sprightly  step,  the  deep  draught  of 
wine-laden  air  of  the  early  morning, 
the  song  of  the  open  road,  the  thrill  of 
living  again  with  renewed  and  refired 
life  and  energy. 

The  ingenuity  of  man  may  readily 
conceive,  with  the  first  breath  of  Spring, 
new  and  better  ways  of  improving  the 
standards  of  living  in  our  work-a-day 
world.  Yes,  man  may  devise  faster 
planes,  more  powerful  explosives,  more 
deadly  shells,  and  more  destructive  im¬ 
plements  of  war.  But  in  the  midst  of 
his  most  wonderful  achievement,  man 
must  humbly  forsake  the  drawing 
board,  the  office,  the  shop,  the  labora¬ 
tory  or  other  sanctums  of  his  every  day 
life,  if  only  for  a  moment  of  the  twelve- 
month  year,  and  respond  to  the  greet¬ 
ing  of  the  first  breath  of  Spring. 

Life  may  begin  at  forty,  fifty  or 
eighty  .  .  .  but  its  lease  is  renewed  in 
the  Spring! 

Pan  American  Way 

ON  April  14th  the  nations  of  the 
|  Western  Hemisphere  cele¬ 
brated  Pan  American  Day — a 
day  when  hundreds  of  millions  of  peo¬ 
ple,  here  and  abroad,  heard  something 
that  warmed  the  cockles  of  their 
hearts. 

Imagine,  nations  at  peace,  good 
neighbor  nations,  following  the  peace¬ 
ful,  happy,  good-neighbor  way  of  culti¬ 
vating  the  spirit  of  collective  security. 

Across  the  expanse  of  the  West¬ 
ern  Hemisphere  groups  of  representa¬ 
tives  gathered  at  conferences,  dinners 
and  banquets,  to  solidify  the  friendly 
relations  of  the  nations  of  the  Amer¬ 
icas.  What  a  beautiful  example  to  the 
people  of  the  Eastern  Hemisphere. 

With  the  dawn  of  friendly  inter¬ 
course,  with  the  knowledge  that  Uncle 
Sam  is  the  Armorer  of  the  Democracies 
and  Non  Aggressors,  (supported  by  a 
huge  reservoir  from  which  to  draw  the 
resources  with  which  to  safeguard  the 
Americas)  ;  with  the  Monroe  Doctrine 
as  a  stabilizing  influence  and  new  and 
constantly  increasing  naval  and  air 
bases  as  the  out-posts  of  security ;  with 
the  inducement  of  peaceful  and  profit¬ 


"All  Out"  in  1941 


WE  are  Prepared — what  a  glorious  inspiration 
for  Our  Own  1941  Preparedness  Program.  As 
if  to  prove  the  unqualified  determination  of  our 
men  in  the  field,  to  demonstrate  our  Preparedness  in 
helping  industry  “Speed  Up"  office  Writing,  Figuring, 
and  Accounting,  great  events  are  in  the  making. 

Sales  negotiations  of  great  importance  are  under  way 
in  every  district.  The  spirit  of  1941  seems  to  permeate 
the  very  air  we  breathe — the  spirit  of  “All  Out.” 


Again,  I  repeat:  Never  were  we  better  prepared  with 
better  equipment  for 


Better  and  Speedier  Writing 
Faster  and  More  Accurate  Figuring 
Rapid,  Low  Cost,  Accurate  Computations 
High  Speed,  Multiple-Record  Production 
Unsurpassed,  High  Speed  Accounting 


I  am  looking  forward  to  a  great  year  in  1941 — every 
man  taking  advantage  of  his  opportunities,  with  more 
trials,  better  demonstrations  and  the  vision  to  Push  the 
Whole  Line,  not  a  Part  of  It! 

W.  F.  Arnold. 


able  interchange  of  skills,  talents  and 
commodities;  with  an  almost  complete 
absence  of  territorial  ambitions — it  cer¬ 
tainly  looks  as  though  Pan  American 
Day,  and  the  spirit  that  imbues  it,  will 
readily  evolve  a  pattern  of  collaboration 
and  cooperation  which  will  show  up,  to 
the  peoples  of  the  world,  the  tragedy  of 
violated  treaties  and  the  hopelessness  of 
the  selfish  one-man  governments  of  the 
ruthless  dictators. 

"EK"  Scores  Heavily 

SINCE  the  announcement  of  the 
Completely  Electrified  Elliott 
Fisher  (Electric  Keyboard)  Ac¬ 
counting-Writing  Machine,  the  sales 
have  been  very  gratifying.  In  addition 
to  the  many  orders  already  booked  there 
are  numerous  sales  negotiations  in  pro¬ 
cess  which  should,  and  very  probably 
will,  be  reflected  in  the  early  and  mid¬ 
year  1941  sales  volume. 

Thus  far  the  bulk  of  the  selling 
effort  has  been  concentrated  on  old 
Elliott  Fisher  users,  with  splendid  re¬ 
sults.  Many  more  old  users  have  still 
to  be  interviewed.  However,  there  are 
quite  a  few  instances  where  the  New 


Electrified  Elliott  Fisher  has  replaced 
equipment  of  other  makes,  as  well  as 
many  instances  where  the  New  “EK” 
machine  has  out-demonstrated  and 
completely  out-performed  the  compe¬ 
tition  on  exacting  applications. 

But  we  haven’t  (nor  could  we  in  the 
short  time  since  the  “EK”  was  an¬ 
nounced)  scratched  the  surface.  The 
“EK”  sales  potentials  are  tremendous. 
As  we  gather  momentum,  every  ac¬ 
counting  machine  salesman  should  have 
more  “EK”  units  of  sale  posted  to  his 
credit. 

Remember  this:  The  “EK"  is  a 
splendid  stepping  stone  to  1941  All 
Star  Club  membership. 

Bigger  Than  Ever 

The  largest  national  advertising 
campaign  in  the  history  of  the 
company — that’s  the  gist  of 
our  1941  advertising  program.  The 
theme  of  the  advertising  is  the  Saving 
of  Time  as  the  primary  requirement  in 
America’s  Preparedness  efforts — with 
new  and  faster  office  machines.  Double 
page  spreads  in  many  large  circulation 
publications,  feature  the  entire  UEF 
Line  of  equipment.  (See  Back  Cover). 
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Career  Woman 

By  R.  K.  (Bill)  Allerton 


Appeal 

,  Jr. 


Rise  and  Shine — wherever  you  go ! 
Which  is  another  way  of  ex- 
__  pressing  the  biblical  antithesis  of 
the  light  under  the  bushel. 

The  subtle  suggestions  of  the  Un¬ 
derwood  Typewriters,  displayed  in  the 
windows  of  a  leading  style  center,  is 
but  a  solitary  instance  of  many  ways 
hy  which  the  attention  of  the  public  is 
focussed  on  UEF  creations. 

During  the  past  month  the  space 


devoted  to  UEF  news  items  in  the 
newspapers  and  magazines,  aside  from 
advertising  linage,  is  estimated  at 
4,983  agate  lines  in  as  many  as  109 
publications.  This  brings  the  total  to 
date  for  1941  to  8,163  lines  >n  1 75 
different  publications. 

In  the  magazines  and  newspapers, 
emphasis  was  concentrated  on  Under¬ 
wood  through  a  total  of  20  articles, 
with  the  Speed  Typists  in  the  star 
roles — George  Hossfield,  with  7  ar¬ 
ticles,  Chester  Souchek,  with  2 
articles  and  Grace  Phelan,  with  1 1 
articles. 

The  light  of  publicity  spread  fur¬ 
ther,  with  sparkling  life  and  lustre  at 
the  National  Business  Show,  where  in¬ 
terviews  were  arranged  with  newspaper 
reporters  and  feature  writers,  result¬ 
ing  in  spreading  the  interest  in  UEF 
speed  typewriting.  In  addition  many 
photographs  of  conspicuous  personal¬ 
ities  were  taken ;  some  of  these  are 
reproduced  elsewhere  in  this  issue  of 
the  UEF  News. 

In  addition  arrangements  were  made 
to  have  Charles  Segar,  sports  writer 
for  the  New  York  Daily  Mirror , 


The  Underwood  Noiseless  and  the  Un- 
derwood  Master  Typewriter  add  the 
“career”  touch  to  the  portrayal  of  the 
modes  of  the  moment  for  the  business 
woman ,  in  the  mighty  attractive  win¬ 
dows  of  Russek's,  Fifth  Avenue. 
Styled  for  to-morrow ,  both  the  apparel 
and  equipment  comprise  an  ensemble 
distinctively  pleasing  .  .  .  and  satisfying 
— the  Career  Woman  Appeal. 

•  •  • 

photographed  at  an  Underwood  Port¬ 
able;  arrangements  of  similar  nature 
were  made  also  with  John  Dored,  of 
Paramount  News ,  who  is  now  in  South 
America.  Earl  P.  Hanson,  author, 
engineer,  explorer,  and  lecturer  was 
similarly  mustered  with  the  ranks  of 
those  who  “Rise  and  Shine”  with  Un¬ 
derwood — and  featured  in  an  attrac¬ 
tive  setting  in  our  Park  Avenue  win¬ 
dows. 

In  many  other  directions  the  beam  of 
publicity  fell  on  interesting  targets: 
At  the  N.  E.  A.  Convention,  at  At¬ 
lantic  City,  where  the  Underwood 
Typewriter  and  Sundstrand  Adding- 
Figuring  machine  were  the  focal 
points;  with  the  Women  Flyers  of 
America  at  the  Hotel  Plaza;  with  the 
Smaller  Business  Association  of  New 
York,  New  Jersey  and  Connecticut; 
with  a  typing  contest  sponsored  by 
Drake  Business  School,  James  Monroe 
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EARL  P.  HANSON 


womb  famous  smom .  twmn  and  autrow  , , , , 

MCfWTH  COVERED  MQtE  TiAN  TWENTY  THOUSAND AMIES 
THROUGH  1HI  ORINOCO  AND  AMMON  EASIIiS  W  SOUTH 
AMERICA . CROSSING  Tit  ANDES  MOUNTAINS  f!¥E  TIMES .... 


Hitttfiisd 

*«!**•*!*  ■  (&*& 


'■  '  - 

INDERWOOD 


WAS  WITH  HIM  AT  AU  TUNIS  TO  RECORi 
■ 


=-*—  • — ■ - 


Underii'ood  Portable  display  in  the 
Park  Avenue  windows  of  the  Newlt  ork 
showrooms,  in  which  the  famous  en¬ 
gineer  and  author  Earl  P.  Hanson  is 
presented  in  a  striking  ensemble  of  his 
books — and  the  typewriter-companion 
on  his  long  journey  through  the  Orin¬ 
oco  and  Amazon  Basins  in  South  Amer¬ 
ica,  emphasizing  the  dependability  of 
the  Underwood  Portable  Typewriter. 

•  •  • 

High  School  and  the  Ward  Theatre 
in  the  Bronx;  with  the  new  Paramount 
film  “Kiss  the  Boys  Goodbye,”  from 
which  still  photographs  have  been 
stripped  and  used  in  advance  publicity 
of  this  picture. 

From  Career  Women  Appeal  to  the 
many  other  gradations  of  business  and 
professional  interest,  generated  by  the 
variety  of  publicity  beams  flashed  into 
the  by-ways  for  UEF  products,  it  is 
evident  that  UEF  can  Rise  and  Shine 
wherever  human  activity  meets  with 
the  problems  of  Writing,  Calculating 
and  Accounting. 

Through  personalities  inside  and 
outside  our  own  organization,  through 
a  wide  variety  of  machines  and  an  al¬ 
most  endless  diversification  of  the  ap¬ 
plication  of  this  equipment,  UEF  con¬ 
tinues  to  spread  its  influence  in  ever 
expanding  fields  of  commerce,  accounts 
and  finance. 


In  scores  of  “defense  work”  offices 
and  plants  there  is  a  great  publicity 
program  in  the  making,  with  UEF 
equipment.  In  many  localities  salesmen 
with  a  “nose  for  news”  are  watching 
and  waiting  for  the  opportunity  to  tell 
the  world,  from  Career  Women  to 
Stay-at-home  Sisters,  the  story  of  how 


UEF  products  are  saving  valuable 
time  and  speeding  production. 

Rise  and  Shine — wherever  you  go! 
Career  Women  by  the  tens  of  thou¬ 
sands,  are  spreading  the  light  of  prog¬ 
ress  with  UEF  equipment — the  army 
of  operators  mustered  in  industry  and 
the  professions. 


A  Star  Surrounded  by  Underwoods! — The  glorious  Ginger  Rogers  w'ho 
some  time  ago  abandoned  “ hoofer ”  pictures  to  demonstrate  that  she  possesses 
rare  ability  as  a  dramatic  actress,  was  recently  pictured  as  a  student  in  a  sec¬ 
retarial  school  in  an  R.K.O.  picture.  Thus  the  scene  beloiv  in  which  Ginger, 
surrounded  by  boys  and  girls  who  are  concentrating  on  their  Underwoods  is 
being  told  to  keep  her  wrist  up  or  something  and  doesn’t  appear  to  like  it  very 
much. — Photo  courtesy  Office  Appliances. 
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Sixteen  Aiote  Lin  deturoocLl! 


Northwestern  Business  Col¬ 
lege,  Spokane,  Washington, 
keeping  step  with  the  faster 
moving  tempo  of  the  times,  has  com¬ 
pletely  renovated  the  interior  of  its 
building.  In  the  process  of  moderniza¬ 
tion,  the  school  equipment  was  care¬ 
fully  surveyed  by  Superintendent 
Brown,  with  the  result  pictured  above 
— the  sale  of  sixteen  New  Underwood 
Masters. 

Th  is  school  ranks  high  among  the 
leading  Business  Colleges  of  the  United 
States,  with  an  enviable  record  for 
many  high  records  in  typing.  For  many 
years  this  institution  has  been  a  staunch 
supporter  of  UEF  equipment. 

In  the  program  of  modernization  all 
rooms  of  the  three-story  structure  were 
completely  redecorated.  Following  the 
modern  trend  to  social  as  well  as  edu¬ 
cational  development,  a  large  recrea¬ 
tion  room  is  provided  in  the  basement, 
where  students  can  meet  and  plan  the 
activities  of  the  student  body  and  where 
lectures  of  general  interest  can  be  con¬ 
ducted  under  the  best  and  most  effec¬ 
tual  conditions. 


Those  who  have  had  any  part  in  the 
work  of  Northwestern  Business  Col¬ 
lege,  who  have  met  the  staff  and  teach¬ 
ing  personnel,  have  long  recognized  the 
friendly  and  cooperative  spirit  pervad¬ 
ing  this  most  successful  Business  Col¬ 
lege.  The  student  training  is  spiced 
with  a  courteous  and  considerate  atti¬ 
tude  toward  each  individual — a  finish¬ 
ing  touch  to  a  thorough  training. 

Salesman  C.  E.  Brynildson  of  the 
Spokane  office  made  this  16-up  sale.  He 
is  pictured  with  Superintendent 
Brown  of  Northwestern,  evidently 
completing  the  transaction  with  the 
signing  of  a  receipt — a  side-walk  de¬ 
livery,  wisely  set  up  for  the  camera¬ 
man.  Congratulations  Mr.  Brynild¬ 
son  first  on  this  splendid  order  for  16 
Underwoods  and  secondly  for  the  sales¬ 
manship  to  sensibly  arrange  to  publicize 
both  the  Business  College  and  the  Un¬ 
derwoods  with  a  cracking  fine  picture 
of  the  mass  delivery. 

Note  the  sign:  “Loading  Zone  8  a. 
m.  to  6  p.  m.”  But  what’s  a  traffic  sign 
when  a  fellow  is  delivering  16  Under¬ 
wood  Masters! 


Congratulations  also  to  Superin¬ 
tendent  Brown  on  the  fine  job  of 
modernizing  the  school  interior,  par- 
ticularly  the  recreation  section,  and  on 
N  orthwestern’s  continued  preference 
for  the  typewriter  that  showed  up  in 
front  with  221,378  units  in  the  1940 
Census  of  American  Schools  that  teach 
typewriting. 

•  •  • 

While  reading  Walter  Duranty’s 
powerful  book,  “I  Write  As  I  Please,’’ 
we  came  across  this  bit  of  philosophy, 
which  we  pass  along  to  you  since  you 
may  have  missed  it.  Duranty  sat  with 
William  Bolitho  on  the  terrace  of 
the  Select  Cafe  of  Paris.  This  was  after 
Duranty  had  lost  a  leg  in  a  French 
train  wreck. 

Bolitho  remarked,  between  sips  of 
Benedictine,  “The  most  important 
thing  in  life  is  not  to  capitalize  your 
gains — any  fool  can  do  that.  The  really 
important  thing  is  to  profit  from  your 
losses.  This  requires  intelligence,  and 
makes  the  difference  between  a  man  of 
sense  and  a  fool.” 
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The  Three-Minute  Effective  Speaking  Club  of  the  Underwood  Elliott  Fisher 
Co.,  Bridgeport ,  at  its  fourth  annual  dinner  at  Champ's  Shorehouse,  March  24. 
First  Row — Dominick  Carletti,  past  president;  Milton  Johnson ,  first  vice  presi¬ 
dent;  W heeler  Si/liman,  second  vice  president ;  Charles  J\E  Callaghan ,  secretary ; 
Donald  S.  Sammis ,  honorary  chairman,  Hugo  Ekedahl,  president;  L.  R.  Mel- 
quist,  librarian,  and  Chester  Penny,  treasurer.  Second  rote — Clair  Balsbaugh, 
John  Sabanosh,  Clifford  Seastrom,  Clarence  Lauver,  Walter  Owens,  Glenn 
Laudenslager ,  Charles  Wirt,  Oscar  Johnson,  Joseph  Clabby,  Earnest  Kwantz. 
Third  row — John  Kells-M urphy ,  George  Erazeckerly,  James  Smith,  Clarence 
Shepard,  Edward  Ericsson,  Charles  S  peak  man ,  llarry  Dozens. 


Underivood  Elliott  Fisher  Basket  Ball  Team ,  a  strong  contender  in  the  Com¬ 
mercial  Basket  Ball  League.  Standing  from  left  to  right:  Coach  Carl  Ray, 
Gus  Hillibrecht,  Don  Williams,  Frank  DiPaul,  Thomas  b  renz, 
George  Fox,  George  Mazza.  Seated  from  left  to  right:  Walter  Weis- 
gerber,  Kenneth  Gundling,  Captain  Ralph  Timson,  Walter  Williams, 
Donald  Davey.  Lee  Burman  is  the  Manager. 


Emporium  Evening  School,  Olean,  N.  Y .,  with  an  enrollment  of  22 5.  Illus¬ 
tration  shows  class  in  typewriting ,  seated  at  Underwoods.  John  Patterson, 
the  instructor,  is  standing.  The  increasing  interest  in  evening  school  com¬ 
mercial  classes  clearly  reflects  the  trend  to  expanding  opportunities  in  business. 


Hudson  Nix 

Hudson  Nix,  a  young  and  am¬ 
bitious  factory  worker  from 
Rome,  Georgia,  has  found  a  key 
to  success  because  America  provides  its 
citizens  with  the  right  of  free  speech, 
and,  “white  paper  and  a  good  type¬ 
writer  enable  me  to  submit  my  words 
to  famous  editors  without  my  overalls 
showing.” 

Mr.  Nix  has  written  more  than 
twenty-five  articles  and  stories  that 
have  been  published  in  magazines,  news¬ 
papers  and  trade  journals  during  the 
past  two  years.  Most  of  these,  to  use 
Mr.  Nix's  words,  “are  simple  pieces.” 
They  tell  how  it  feels  to  be  one  of  the 
commonest  Americans — the  mutual  de¬ 
pendence  of  a  worker  in  a  Georgia 
Mill  and  the  president  of  a  large  cor¬ 
poration  in  a  New  York  office — the 
importance  of  the  common  laborer  to 
industry,  science  and  government. 
These  articles  were  written  in  grati¬ 
tude  for  freedom  to  express  opinions, 
and  in  the  belief  that  America  has  much 
to  gain  from  honest  expressions  from 
every  experience  and  position,  no  mat¬ 
ter  how  humble. 

“I  work  in  the  noise  of  huge  motors, 
gears  and  machines.  So  you  can  sec 
why  the  ease  and  silence  of  my  Under¬ 
wood  Noiseless  Portable  make  it  an 
ideal  partner  in  my  sparetime  work — 
which  I  feel  is  patriotic  and  important, 
but  which  must  also  be  my  relaxation.” 

We  congratulate  Hudson  Nix  on 
his  success,  and  are  proud  for  the  small 
part  his  Underwood  plays  in  this  suc¬ 
cess. 

•  •  • 

By  the  way:  Success  is  first  a  con¬ 
dition  of  mind,  which  can  only  be 
developed  through  overcoming  fear. 
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Qy\  At  the  UEF  Exhibit,  37 tli  Annual  Na 
tional  Business  Show,  New  York. 


(2)  World’s  Champion  Typist,  George  L. 
Hossfield, gives  a  demonstration  toDoro- 
thea  Olescke,  “Queen  of  Stenographers.” 
Ay)M/\  Stowell  and  President  P.  D.  Wag- 
'  oner  stop  for  a  snapshot  at  the  Show. 
Former  New  York  Mayor  James  ./. 
IValker,  Executive  Vice  President  L.  C. 
Stowell  andJ.  W.McGoldrick, New  York 
Comptroller,  watch  Amateur  Champion 
Typist  Grace  Phelan  racing  on  a  new 
Underwood  against  Ann  Laxton,  Powers 
Model,  with  an  1861  Shole s-Glidden 
“  Type- Writer.” 

Birdseye  view  of  UEF  Exhibit  from  the 
balcony  of  Grand  Central  Palace. 


Looking  through  the  UEF  Exhibit  to  the 
demonstration  stage. 


(X)  General  Sales  Manager  W.  F.  Arnold 
demonstrates  a  wide  carriage  Under¬ 
wood  to  an  interested  visitor. 

®The  Underwood  Portable  with  Built-In 

c t 1 _  L  1 .  7...  . 


Stand  was  kept  busy  by  pretty  visitors. 
AA  Crowds  like  this  jammed  our  exhibit 
daily  from  opening  to  closing. 

(XO)  How  it  looked  from  the  stage  just  before 
a  demonstration. 


A/ationaL  Sudlnedd  Show 


Good  afternoon.  Ladies  and  Gen¬ 
tlemen,  Underwood  Elliott 
Fisher  welcomes  you  to  the  37th 
Annual  Business  Show  ...”  Every 
half  hour  during  the  entire  week  of 
the  Show,  this  friendly  message  in¬ 
troduced  a  fifteen  minute  demonstra- 


By  C.  H.  W.  Ruprecht 

•  •  • 

tion  of  the  Underwood  Typewriter, 
Elliott  Fisher  Electric  Keyboard  Ac¬ 
counting  Machine  and  Underwood 
Sundstrand  Adding-Figuring  Machine 


on  the  green  carpeted  stage  which  was 
the  focal  point  of  our  UEF  Ex¬ 
hibit. 

This  exhibit  marked  our  first  par¬ 
ticipation  in  a  National  Business  Show 
since  1937,  and  it  was  an  outstanding 
success  from  all  viewpoints,  particu- 
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George  L.  Hossfield,  ten  times 
World’s  Professional  Champion  Typ¬ 
ist;  Grace  Phelan,  World’s  Ama¬ 
teur  Champion  Typist;  and  Barney 
Stapert,  Amateur  Champion  Typist 
and  runner  up  in  the  professional 
class,  demonstrated  their  skill  with  an 
Underwood  to  enthusiastic  audiences. 

Helen  McCourt,  a  regular  Un¬ 
derwood  Sundstrand  operator  with 
the  United  States  Casualty  Company, 
was  loaned  to  us  for  the  week  of  the 
Show.  Miss  McCourt’s  demonstra¬ 
tion  of  nimble  fingers  flying  over  the 
ten  keys  of  her  10140P-QM  more 
than  justified  every  statement  we  have 
ever  made  about  this  exceptional 
machine. 

An  Elliott  Fisher  EK  Accounts 
Receivable  set  up  was  briefly  demon¬ 
strated  on  our  stage  by  Betty  Spong, 
who  was  on  our  World’s  Fair  staff 
for  two  summers,  and  Muriel  1  ier- 
ney,  who  is  a  regular  Elliott  Fisher 
operator  with  the  Music  Corporation 
of  America. 

Underwood  Typewriters  were  con¬ 
spicuous  in  the  booths  of  other  exhib¬ 
itors  and  several  Elliott  Fishers  were 
exhibited  by  forms  companies  to  demon¬ 
strate  their  products. 

District  Managers  George  Crouch 
and  F.  A.  Greis  of  New  York  pro¬ 
vided  machines  as  well  as  their  full 
complement  of  sales  personnel  during 
the  Show,  and  George  Meinecke, 
A.  W.  Beecher,  Bill  Parry  and 
F.  W.  Springer  were  on  hand  to 


larly  regarding  the  gratifying  number 
of  interested  prospects.  Countless  dem¬ 
onstrations  of  all  UEF  machines  and 
supplies  were  made  to  business  men 
and  machine  operators,  and  of  this 
number  388  asked  that  one  of  our 
salesmen  call  at  the  prospect’s  office. 

The  total  attendance  at  this  six 
day  show  at  the  Grand  Central  Pal¬ 
ace  in  New  York  was  72,373,  and 
by  the  nature  and  location  of  our 
exhibit,  practically  every  one  of  these 
visitors  saw  our  display. 


supervise  the  Typewriter,  Accounting 
Alachine  and  Adding  Machine  Sales¬ 
men  respectively. 

The  Publicity  Division  cooperated 
by  planning  and  constructing  the  ex¬ 
hibit  under  the  supervision  of  Tom 
Hughes,  and  arranging  for  the  per¬ 
sonnel,  shows  and  publicity  under  the 
direction  of  Bill  Allerton. 

And  this  is  but  one  of  the  forty-five 
shows  UEF  will  exhibit  in  during 
1941  ...  to  put  UEF  on  parade  and 
to  tell  our  story  to  your  prospects. 
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Two  Chinese — Plus 

Special  to  the  UEF  News  from  Toronto,  Canada, 
in  which  the  fisherman  pictured  above,  with  one 
Underwood  display,  one  Noiseless,  fifteen  Uni¬ 
versal  Portables  and  two  Chinese  students  com¬ 
prise  an  interesting  business  romance. 

Take  two  young  Chinese;  add 
one  Underwood  display;  sea¬ 
son  with  an  alert  salesman ; 
shake  well  with  some  good  head-work 
and  a  pinch  of  astute  selling — and  you 
have  the  sale  of  i  Noiseless  and  15 
Universal  Portables! 

That's  the  recipe  recently  compound¬ 
ed  by  Salesman  Frank  W.  Douglas 
of  the  Toronto  Typewriter  Division. 

It  seems  that  while  on  duty  at  the 
UEF  Portable  display  at  the  Canadian 
National  Exhibition,  Douglas  was  ap¬ 
proached  by  two  somewhat  hesitant 
young  Chinese  with  an  inquiry  about 
portables.  S  H  E  n  Chao  Wen  and 
Tuan  Hsiofu  confided  that  they  were 
students  who  had  just  come  to  Canada 
for  a  post-graduate  course  at  the  Uni¬ 
versity  of  Toronto  and  that  apparently 
there  was  something  to  be  gained  scho¬ 
lastically  by  using  a  typewriter  in  their 
studies. 

Douglas  assured  them  there  was 
and  arranged  to  give  them  a  demon¬ 
stration  at  their  college  boarding  house. 
When  it  developed  that  fourteen  more 
Chinese  students  were  also  quartered 
there,  Douglas  offered  to  pay  one 
monthly  payment  on  each  of  their  two 
machines  himself  if  they  would  round 
up  the  other  fourteen  for  his  demon¬ 
stration. 

So  the  following  Sunday  he  arrived 
at  the  appointed  2  o’clock  intending  to 
stay  an  hour  or  so  but  he  was  there 
until  8,  demonstrating  to  each  of  the 
sixteen  students  and,  in  turn,  taking 
their  orders  for  1  Noiseless  and  15  Uni- 
versals  with  a  variety  of  special  key¬ 
boards:  German,  Chemical,  Engineer¬ 


At  Hartford,  William  A.  Dobson,  engineer  in  charge  of  Portable  Typewriter 
Development  Division  at  the  l  Eh  General  Research  Laboratory,  celebrated 
his  25///  anniversary  with  the  company .  Mr.  Dobson  received  a  large  basket 
of  white  carnations  and  snapdragons  and  a  cake  suitably  inscribed.  Mr.  Dobson 
also  received  telegrams  of  congratulations  and  good  wishes  from  P.  D.  Wag¬ 
oner,  president  L.  C.  Stowell,  executive  vice-president ,  and  L.  E.  Lentz, 
vice-president.  Left  to  right'.  R.  S.  Warfield,  G.  W.  Spahr,  W.  F.  Helmond, 
William  A.  Dobson,  L.  G.  Julihn,  R.  W.  Pitman,  M.  S.  Eakin,  C.  A. 
Norin,  O.  J.  Sundstrand,  M.  H.  Mann,  H.  C.  Yaeger,  J.  W.  Crocket 
and  C.  M.  SlNCERBEAUX. 


ing,  Greek  and  Mathematics.  Only 
three  of  the  sales  were  on  time,  the 
other  13  for  cash. 

When  Douglas  sorted  out  his  or¬ 
ders  back  at  the  office  he  found  a  roster 
of  names  that  would  test  the  ability 
of  even  an  expert  in  Oriental  nomen¬ 
clature:  Yi  Chien  Lung,  Loa  Kai 
Foo,  Ouyang  Tze-Hsiang,  Chin 
Wen  Han,  Chang  Lung  Hsiang, 


Lin  Chia  Chiao,  Chien  Wei  Zang, 
Kuo  Yung-Huai,  Tsung  Chi-Tsu, 
Chang  Meng-Hsiu,  Tsau  Fei,  Lee 
Chun  Fen,  Shieh  An  Huh  and 
Chen  Chun  Chi. 

They’ve  been  calling  Douglas  “Hi 
I.  Q.” — but  he  still  hasn't  “sold”  his 
sixteen  camera-shy  friends  on  the  idea 
of  posing  with  their  new  machines  for 
a  UEF  News  photo. 


John  C.  Lynch  of  Car- 
bondale,  Penn.,  poses  at  his 
Underwood  Master  Type¬ 
writer  on  which  he  made 
this  “Typey”  portrait  of 
President  Roosevelt, 
using  only  “X”  and  colon 
keys  in  creating  the  likeness. 
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John  R.  Hennan  (with  the  bandaged  leg )  is  presented  with  a  radio  for  his 
' fine  -work  as  an  Adding  Machine  salesman.  One  of  the  crew  at  Columbus ,  Ohio, 
he  broke  his  leg.  But  this  did  not  suppress  the  valiant  spirit  of  the  go-getter. 
Before  the  accident  he  did  a  very  good  job  placing  machines  on  tried.  Despite  the 
broken  leg,  he  aggressively  contacted  his  prospects  by  having  a  'phone  installed 
at  his  bedside.  Close  telephone  follow-ups  enabled  him  to  win  a  sales  trophy— 
a  splendid  Radio.  Congratulations  Hennan  for  a  job  well  done.  You’ve  got 
what  it  takes!  L.  Y.  Hagan,  Southern  and  Centred  District  Manager  and 
J.  M.  Jackson,  Columbus  Branch  Manager  seem  delighted  as  they  make 
the  presentation. 


An  Underwood  Master  is  the  vehicle  for  expression  in  matters  of  state,  recording 
the  thoughts  and  deliberations  of  the  Governor  of  Texas,  the  two-fisted  W.  Lee 
O’Daniel  of  Dallas.  This  candid  snapshot  of  the  popular  Governor  in  his  private 
office,  at  work,  reflects  a  highlight  in  his  busy  life.  Here,  in  his  sanctum  sancto¬ 
rum,  his  ideas  are  born.  His  Underwood  records  the  momentous  plans  and  com¬ 
munications,  typed  by  the  Governor  himself.  As  he  communes  with  his  Under¬ 
wood  no  one  can  reach  him.  This  is  as  it  should  be,  when  a  great  man  is  alone 
with  a  great  typewriter!  ( Photo  by  Acme  News  Service). 


The  Pulling  Half  of 

the  Selling  Horse 

• 

By  G.  H.  Crossan 

The  experienced  purchaser  of 
office  machines  and  supplies 
rarely  fails  to  appraise  each 
purchase  of  equipment  from  a  perma¬ 
nent  investment  angle. 

However  attractive  the  immediate 
benefits,  in  faster,  more  accurate,  neater 
and  low  cost  writing,  figuring  or  ac¬ 
counting,  the  long  haul  outlook  on  the 
new  equipment  may  influence  his  de¬ 
cision  to  buy. 

He  wants  to  be  assured  that  the  im¬ 
mediate  benefits  and  conveniences  are 
to  be  projected  into  the  future,  over 
a  period  of  years ;  and  he  must  be  satis¬ 
fied  on  the  performance  of  the  equip¬ 
ment. 

The  tendency  of  many  salesmen  to¬ 
day,  is  to  push  the  question  of  service 
into  the  background,  all  through  the 
sales  negotiation.  In  doing  this  they 
are  throwing  away  a  primary  selling 
point.  The  theory  underlying  such  a 
sales  approach  must  spring  from  one 
of  two  erroneous  ideas,  or  both  :  i — 1  o 
imply  that  the  equipment  will  never 
need  service  attention,  that  it  is  so  well 
designed  and  constructed  it  cannot 
wear  out  or  get  out  of  order;  or, 
2 — Even  to  imply  that  service  attention 
may  ever  be  necessary  might  negative 
the  sales  negotiation,  so  why  bring  it 
up  ? 

Why  such  salesmen  discount  the  pru¬ 
dence  and  intelligence  of  their  pros¬ 
pective  buyers  is  beyond  me,  when, 
in  fact,  where  the  salesman  “beats  the 
buyer  to  it”  on  the  question  of  service, 
he  promptly  hurdles  one  of  the  most 
disturbing  obstacles  likely  to  arise  in 
the  buyer’s  mind. 

Projecting  a  salesman’s  relations 
with  his  new  customer  over  a  long 
period  of  years,  it  is  not  difficult  to  con¬ 
ceive  the  importance  of  maintenance 
service.  After  the  first  sale  it  becomes 
an  important  factor  in  all  subsequent 
sales  or  reorders.  In  fact  it  is  the  pre¬ 
lude  or  forerunner  to  resales — the  pull¬ 
ing  half  of  the  selling  horse! 

After  a  sale  is  made,  regular  check¬ 
up  on  the  performance  of  equipment, 
provides  a  means  of  contact  with  the 
user  on  the  highest  premise  any  sales¬ 
man  can  employ:  His  continued  intei - 
est  in  cooperating  with  the  customer, 
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to  make  sure  the  equipment  is  function¬ 
ing  efficiently — that  it  is  a  sound  in¬ 
vestment — that  it  is  being  properly  op¬ 
erated— that  it  is  not  man-handled  and 
on  the  way  to  a  “trade-in”  to  the  com¬ 
petition  because  of  some  circumstance 
of  which  the  salesman  or  the  service 
department  is  unaware. 

1'he  limited  space  assigned  me  for 
this  article  on  Service  makes  it  impos¬ 
sible  for  me  to  cover  many  points  I 
would  like  to  bring  out,  so  I  will  con¬ 
fine  myself  to  the  relation  of  Service 
to  the  salesman’s  every-day  job  of  sell¬ 
ing. 

I  cannot  too  forcefully  emphasize 
the  wisdom  of  promptly  disclosing,  in 
every  sales  negotiation,  the  far-flung 
service  facilities  of  the  makers  of  UEF 
equipment,  especially  in  territories 
where  complete  service  departments  and 
stocks  of  parts  are  available. 

Nor  can  I  too  strongly  stress  the 
importance  of  “keeping  the  customer 
sold”  by  keeping  his  equipment  running 
in  tip-top  production — or,  at  least, 
showing  a  personal  interest  (as  con¬ 
trasted  with  a  sell-’em-and-leave-’em 
interest)  after  the  equipment  is  in¬ 
stalled.  This  will  only  involve  infre¬ 
quent  calls,  when  in  the  neighborhood 
of  the  new  equipment  user.  But  these 
casual  “service”  calls  bring  a  compen¬ 
sating  reward — if  not  in  service  sales, 
then  in  the  satisfaction  that  you  have  a 
completely  satisfied  installation  to 
which  you  can  refer  any  time. 

The  buyer  of  business  machines  is 
only  half  sold  if  he  is  not  sold  on  the 
tremendously  important  factor  of  main¬ 
taining  his  equipment  in  top-flight 
operating  condition.  Should  difficulty 
or  trouble  arise  in  its  operation,  there 
is  no  one  better  qualified  to  meet  the 
condition  than  UEF  Service  Depart¬ 
ment. 

In  selling  the  buyer  of  new  equip¬ 
ment  a  typewriter,  adding  machine  or 
accounting  machine,  you  merely  sell 
him  a  mechanical  device.  In  selling 
him,  also,  on  the  Service  Factor,  you 
sell  him  on  your  Organization  and  the 
determination  to  help  him  get  the  most 
out  of  his  investment,  a  year  from  now 
or  many  years  from  now.  You  thus 
sell  the  stability  and  dependability  of 
Underwood  Elliott  Fisher. 

In  the  final  analysis,  machine  sales 
is  only  half  the  horse.  The  other  half, 
the  pulling  half  that  can  bring  home 
the  resale  business,  is  Service. 

•  •  e 

Note:  The  photograph  reproduced  on 
the  cover  of  this  issue  of  the  UEF  News 
is  by  Ewing  Galloway  of  New  York. 


The  Man  in  the  Glass 

w  en  you  get  what  you  want  in  your  struggle  for  gain, 
And  the  world  makes  you  king  for  a  day, 

Just  go  to  the  mirror  and  look  at  yourself: 

And  see  what  that  man  has  to  say! 

It  isn’t  your  father  or  mother  or  wife, 

Who  judgment  upon  you  must  pass, 

The  one  whose  verdict  counts  most  in  your  life: 

Is  the  one  staring  back  in  the  glass. 

He’s  the  one  you  must  satisfy  beyond  all  the  rest, 

For  he’s  with  you  right  up  to  the  end  .  .  . 

And  you  have  passed  your  most  difficult  test : 

If  the  man  in  the  glass  is  your  friend. 

You  may  be  one  who  got  a  good  break — 

Then  think  you’re  a  wonderful  guy; 

But  the  man  in  the  glass  says  you’re  only  a  fake: 

If  you  can’t  look  him  straight  in  the  eye. 

You  may  fool  the  whole  world  down  the  pathway  of  years  .  .  . 

And  get  pats  on  the  back  as  you  pass; 

But  your  final  reward  will  be  heartaches  and  tears: 

If  you’ve  cheated  the  Man  in  the  Glass! 


^Reprinted  from  “Men  of  Malvern” 
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The  Board  of  Elections  of  the  City  of  New  York  employed  350  Underwoods  in  the  compilation  of  election  returns 
for  1940 — a  high  speed  job  involving  utmost  accuracy  and  a  large  staff  of  typists.  }  ear  after  year,  town,  city,  state 
and  governmental  officials  are  depending  on  the  UNDERWOOD  partially  because  of  its  preference  among  typists  generally. 
Where  speed  and  legibility  with  utmost  dependability  are  the  requirements,  there  you  will  find  Underwoods 


Graciously  and  proudly  AIr.  Kivie  Kaplan,  I  ice  Presi¬ 
dent  of  the  Colonial  Tanning  Co.,  Inc.,  207  South  Street, 
Boston,  posed  for  this  photo  at  the  first  Electric  Keyboard 
Elliott  Eisher  sold  in  the  Boston  territory.  The  machine 
is  used  on  Stock  Record  and  Pay  Roll  work.  Another 
is  used  on  Accounts  Receivable  and  Accounts  Payable. 


Tor  three-score-and-ten  he  laboriously  composed  with  a 
pen,  but  the  dean  of  Canadian  letters,  Sir  Charles  G.  D. 
Roberts,  finally  capitulated  to  the  machine-age,  and  Un¬ 
derwood.  On  January  iQth  the  distinguished  Canadian 
celebrated  his  8nT  anniversary  and  had  his  new  typewriter 
as  a  most  interesting  and  agreeable  companion. 


Seattle,  Washington  branch,  remodeled  in  the  style  mod- 
erne,  ivith  a  store  front  in  black  glass  and  lettering  in  gold 
leaf.  Well  may  Branch  Manager  L.  A.  Weitz  be  proud 
of  his  rehabilitated  headquarters.  With  such  windows  it  is 
a  foregone  conclusion  UEE  equipment  and  supplies  will 
always  be  “out  front,’’  with  current  display  material. 


The  imposing  first  floor  ulterior  of  the  Seattle  branch. 
Note  impressive  arrangement  of  salesmen  s  desks  at  left 
with  offices  and  demonstration  rooms  to  the  right.  At  this 
branch  emphasis  is  placed  on  SERVICE — the  stairway 
leads  to  the  service  department  where  an  entire  floor  is 
devoted  to  this  important  phase  of  the  Seattle  sales  activity. 


Page  13 


NEWS 


Blue-Pencilled  Excerpts  Culled  from  Everyday  Internal  Correspond¬ 
ence.  Timely  Flashes  Preserved  from  the  Obscurity  of  Buried  Treasure 


Recently  we  completed  the  twenty- 
fifth  chapter  of  our  enterprise  which 
we  inaugurated  back  in  1914 — The 
Annual  Typewriter  Census  of  Ameri¬ 
can  Schools  that  teach  typewriting. 

Back  in  1914,  when  the  first  Under¬ 
wood  School  Typewriter  Census  was 
launched,  there  were  but  a  few  thou¬ 
sand  schools  teaching  typewriting  on  a 
total  of  56,868  machines.  But  by  the 
end  of  1940,  the  number  of  schools 
had  grown  to  24,899,  and  the  number 
of  typewriters  of  all  makes  to  571,256. 
The  Underwoods  alone  totaled 
221,378! 

Industry,  staggering  along  under  the 
load  of  creating  skilled  workers  for 
other  essential  positions,  should  have  a 
real  sense  of  appreciation  of  its  debt 
of  gratitude  to  Commercial  Educators 
who,  all  through  the  years,  have  taken 
one  important  training  job  off  Indus¬ 
try’s  shoulders. — L.  C.  Stowell. 

II  II  II 

Much  as  we  are  impressed  with  the 
steady  increase  in  8142P  installations, 
we  are  not  making  as  many  of  them 
as  we  should  when  we  consider  the 
market,  the  unlimited  utility  and  the 
price.  With  the  increased  activity  of 
every  business  there  is  hardly  a  con¬ 
cern  too  small  not  to  be  considered  a 
prospect  for  the  Model  8142. 

Increased  work  and  restrictions  of 
wage  and  hour  laws  make  it  impera¬ 


tive  for  all  business  organizations  to 
install  time  saving  office  equipment. 
You  are  certain  to  find  many  prospects 
in  your  territory  who  will  be  inter¬ 
ested  in  what  they  can  accomplish  at 
a  small  investment  on  a  Model  8142P. 

— N.  D.  MacLeod. 

II  II  II 

Are  you  using  the  “Partial  List  of 
Users  of  Sundstrand  Class  A  Account¬ 
ing  Machines”  when  making  canvass 
calls  to  obtain  the  prospect’s  permis¬ 
sion  to  make  a  survey?  Are  you  using 
it  to  persuade  your  prospects  to  visit 
your  Branch  Office  for  a  demonstra¬ 
tion  ;  and  after  the  demonstration,  are 
you  using  this  wonderful  sales  assist 
item  to  secure  the  prospect’s  signature 
“on  the  dotted  line”  before  he  leaves f 
If  you  aren’t,  you  certainly  are  passing 
up  opportunity  in  a  big  way  for  the 
Class  A  Users’  List  is  one  of  the  most 
convincing  arguments  you  have  avail¬ 
able — an  extremely  difficult  one  for 
the  prospect  to  overcome. 

— Alfred  Jensen. 

II  II  II 

What  William  H.  Knudson  of  the 
National  Defense  Commission  calls 
the  “terrible  urgency”  of  the  present 
demand  for  increased  production  of 
defense  materials  will  be  capitalized 
by  Underwood  Elliott  Fisher  in  its 
1941  advertising  campaign,  with  much 
of  the  copy  stressing  the  limited  time 
left  for  completing  industry’s  job  in 
1941. — C.  H.  W.  Ruprecht. 


In  the  near  future,  all  Electric  Elliott 
Fisher  Machines  shipped  from  the 
Factory  will  be  equipped  with  a  14 
yard  Gold  Box  Ribbon.  Call  your  cus¬ 
tomer’s  attention  to  the  attractive  typ¬ 
ing  produced  by  this  ribbon  and  its  un¬ 
usual  wearing  quality.  If  the  customer 
judges  his  ribbon  costs  in  terms  of 
yearly  expenditure,  he  will  find  our 
Gold  Box  Ribbon  most  economical. 

— W.  J.  Wendt. 

II  II  II 

Increase  your  sales  earnings  with 
little  effort  by  showing  and  demonstrat¬ 
ing  the  Rite-Line  Copyholder  to  your 
customers  and  prospects.  You  will  find 
that  one  Rite-Line  in  an  office  will 
create  a  demand  and  that  within  a 
short  time  other  Typists  and  Stenog¬ 
raphers  in  the  organization  will  requisi¬ 
tion  a  Rite-Line  Copvholder. 

—  W.  J.  Wendt. 

II  II  II 

None  of  us  should  overlook  the  fact 
that  never  in  the  history  of  the  world 
has  there  been  such  a  concerted  pro¬ 
gram  planned  for  intensive  buying  as 
that  developed  in  the  United  States  in 
the  closing  months  of  1940.  That  pro¬ 
gram  means  that  more  money  will 
change  hands  in  the  year  1941  than  in 
any  year  in  the  history  of  the  United 
States. 

Anyone  who  believes  that  this  extra¬ 
ordinary  spending  will  be  only  for  de¬ 
fense  materials  is  narrowing  his  out¬ 
look  to  a  foolish  degree.  The  excessive 
spending  of  money  is  going  to  reach 
into  every  nook  and  corner  of  this 
country.  Not  only  will  a  substantial 
number  of  commercial  businesses  be 
engaged  in  the  actual  production  of 
materials  for  national  defense,  but  their 
buying  is  going  to  be  fanned  out  in 
every  direction  and,  without  doubt, 
more  especially  in  the  direction  of  office 
equipment,  ( Continued  on  Page  15) 


250  ANNIVERSARY  BANQUET  GIVEN  BY 


ASSOCIATES  OF  UNDERWOOD  ELLIOTT  FISHER  CO.  TO 

JAMES  MACGREGOR,  SAL£%  Agent 

AT  HOTEL  BOND,  HARTFORD, CT.  EVENING  JAN.  lOtb  1941 


At  Hartford,  friends  of  James  MacGregor  gathered  to  celebrate  his  2$th  Anniversary  with  the  organization. 
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Oculists  and  optometrists  lay 
|  great  stress  on  the  elimination 
of  glare  as  a  definite  relief  to 
eye-strain.  In  the  business  ottice  and 
homes  of  the  nation,  great  strides  have 
been  made  in  eye  conservation,  note¬ 
worthy  advances  in  the  art  of  safe¬ 
guarding  man's  most  treasured  posses¬ 
sion — his  eyesight. 

In  tracing  eye  deficiency  to  its  source, 
many  causes  could  be  enumerated.  Di¬ 
rect  glare  or  reflection  of  intense  light  is 
a  common  cause  of  eye  strain.  This 
glare,  reacting  on  the  tender  optic 
nerves,  is  responsible  for  not  only  much 
eye  trouble  but  also  for  a  lowered  pro¬ 
ficiency  which,  in  turn,  is  reflected  in 
a  lowering  of  daily  output,  to  say  noth¬ 
ing  of  errors  due  to  undue  fatigue  and 
impaired  vision. 

Recognizing  not  only  the  extreme 
importance  of  clear  visibility  in  the 
writing  and  preparing  of  business  rec¬ 
ords,  where  operators  are  confined  for 
successive  hours  in  continuous  opera¬ 
tion,  Underwood  Elliott  Fisher  office 
machine  designs  contemplate  not  only 
visibility  but  NOW  the  reduction  or 
complete  stoppage  of  glare  usually  asso¬ 
ciated  with  the  brightly  enameled  finish 
of  office  machines. 

UEF  Typewriters,  Adding  Mach¬ 
ines  and  Accounting  Machines  are  now 


PLUS  .  .  .  RELIEF  OF  EYE  STRAIN 


provided  with  a  new  finish,  Rincon-  eye  strain.  In  UEF  design  the  best  is 
trol,  which  stops  glare,  thus  reducing  none  too  good ! 


( Continued  from  page  14)  because  of 
not  only  their  expanding  needs,  but 
their  needs  for  modernizing  the  equip¬ 
ment  which  they  now  have. 

This  increased  buying,  in  turn,  is 
going  to  fan  out  in  every  direction  in 
all  types  of  commerical  institutions 
which  may  not  directly  participate  in 
national  defense  work.  A  vast  amount 
of  overtime  work  is  going  to  be  paid 
for ;  that  money  is  going  to  be  spent 
in  channels  of  food,  clothing,  entertain¬ 
ment,  automobiles,  etc.,  and  all  those 
industries,  in  turn,  are  going  to  be 
increasingly  active. — L.  C.  Stowell. 


Appearing  in  Electrical  Manufactur¬ 
ing  was  an  interesting  article  byWAL- 
ter  A.  Anderson,  Chief  Sundstrand 
Engineer  of  our  Bridgeport  plant.  Mr. 
Anderson,  under  the  subject,  Rede¬ 
signed  for  Quieter,  Easier,  Faster  Ser¬ 
vice,  tells  a  complete  story  of  the  devel¬ 
oping  and  manufacturing  of  our  Quiet 
Model  Underwood  Sundstrand  Adding 
Machines. 

The  thoroughness  of  Mr.  Anderson’s 
write-up  indicates  the  interest  and  en¬ 
thusiasm  of  our  factory  personnel  to 
give  to  us  in  the  Sales  Department  and 
our  customers  a  product  of  unmatched 


superiority  and  dependability.  We  also 
recognize  the  respect  the  publishers,  the 
Gage  Publishing  Company,  have 
for  our  factory  management  and  our 
product.  Most  of  the  readers  of  Elec¬ 
trical  Manufacturing  are  engineers  of 
a  high  standing  and  it  is  a  credit  to 
Mr.  Anderson  to  be  honored  by  the 
publishers  devoting  several  pages  to  his 
work. — N.  D.  MacLeod. 

II  II  II 

Endeavor  to  sell  Noiseless  Type¬ 
writers  to  those  officials  having  private 
offices. — -J.  D.  Donovan. 
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Less  Than 1700 Hours  Left 


6uSu?4  m  c&j&l  to  tde  erud  of  /9f/. . . 
c7he  ao&iat?e  duaeneoc  office  feu&M 


The  only  way  America  can  Get  more 
time  is  to  Save  it.  Let’s  make 
Time-Saving  a  National  Obligation. 


.DON’T  WASTE  A  MINUTE! 


Save  Figuring  Time  Place  greater  speed  and 
accuracy  behind  your  figuring  |obs  with  the 
famous  streamlined  Underwood  Sundstrand.  With 
only  10  numeral  keys  the  operator  employs  Touch 
Figuring  just  as  your  secretary  uses  Touch  Typ¬ 
ing  With  a  mere  handful  of  keys  to  operate  she 
keeps  her  eyes  on  her  "copy  ' — not  on  the  key¬ 
board  Underwood  Sundstrand  Simplicity  is  your 
assurance  of  Accuracy.  Telephone  our  local 
Branch  for  a  free  trial 


Save  Accounting  Time 


-Take  care  of  Accounts 
Receivable  and  Payable.  Maintain  stock  records, 
handle  pay  rolls,  including  all  records  demanded 
by  Federal  and  State  governments'  Underwood 
Elliott  Fisher  not  only  produces  three  complete 
l/i/cf  of  accounting  machines  but  maintains  a 
nation-wide  organization  to  help  your  own  ac¬ 
counting  department  develop  the  right  machine 
method.  Telephone  our  local  Branch  today' 


Underwood  Master  Typewriters 


Save  Typing  Time  -Executives  and  secretaries 
know  that  Underwood  Typewriters  save  impor¬ 
tant  office  time  by  producing  a  higher  quality  of 
finished  work  with  greater  ease  and  increased 
speed.  Underwood's  extreme  simplicity  and  oper¬ 
ating  ease  make  it  the  choice  of  typists  every¬ 
where.  That  is  why  over  5  million  office-size 
Underwood  Typewriters  have  been  produced  and 
sold.  Telephone  our  local  Branch  for  a  free  trial 
in  your  own  office. 


Save  Personal  Time_Order  an  Underwood 
Portable  for  use  at  home  ...  to  get  the  jump  on 
tomorrow's  work  today1  The  famous  Underwood 
Champion  Portable  embodies  many  features  of  the 
big  business  Underwood  There  is  a  wide  range 
of  Noiseless  and  Standard  models  from  which  to 
choose  Telephone  any 
Underwood  Dealer  or  our 
local  Branch  for  a  free  trial  '>*v 


/  Every  \ 
f  Underwood  ' 
Elliott  Fisher 
Machine  is  Backed 
by  Nation-Wide 
Company 

L  Owned 

Service!  A 


Underwood  Portable  Typewriters 


Underwood  Elliott  Fisher—  -Speeds  the  Worlds  Business! 


UNDERWOOD  ELLIOTT  FISHER  COMPANY,  ONE  PARK  AVE.,  NEW  YORK,  N.  Y. 


Copyright  1941,  Underwood  Elliott  Fisher  Company 


Fighting  America's  Battle  Against  Time — 

the  Theme  of  Our  1941  Concerted  Advertising  Campaign 

TIME— To  Speed  Production  in  the  Offices  of  the  Nation. 

TIME — To  Tell  America  UEF  is  Prepared,  Better  than  Ever. 

TIME — To  Emphasize  the  Importance  of  Modern  Equipment. 

TIME — To  Stress  the  Economy  of  Time-Saving  Production. 

TIME — To  Sell  the  Entire  UEF  Line  of  Business  Machines. 

Underwood  Master  and  Noiseless  Typewriters 
Underwood  Portable  Typewriters 
Underwood  Standard  Accounting  Machines 
Elliott  Fisher  Completely  Electrified  Accounting  Machines 
Sundstrand  10-Key  Accounting  Machines 
Underwood  Sundstrand  Adding  Figuring  Machines 
UEF  Carbons,  Ribbons  and  Superior  Supplies 

To  help  you  sell  the  entire  Line,  UEF  has  launched  the  largest  advertising 
campaign  in  the  history  of  the  Company  .  .  .  We  ARE  Prepared!  !  ! 


Underwood  Sundstrand  Adding-Figuring 
Machines 


Underwood  Elliott  Fisher  Accounting  Machines 


Printed  in  U.  S.  A. 


